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NAVMC 11099 (Rev. 05-12) (EF)
(Previous edition is obsolete)
 
DATA ANALYSIS SHEET (1100)
Dates:
Total
1st MO.
2nd MO.
3rd MO.
A. Getting your Standard of Effectiveness for Telephone Canvassing
    (Rounded to whole)   
1.   Add up the number of telephone calls you made for the month.
2.   Add up the number of interviews you held as a result of the        appointments you made by telephone.
3.   Divide the calls by the interviews held.
 
      EXAMPLE: 601 TC/34 INTVWS = 18 TC F/1 INTVW
      This is your standard. Enter it on line A-1 of your objectives
      sheet. (Don't wait to gather 3 months data. Start with 1 month
      and refine it later.)(Always round up.)
3 month average
TC F/1 Interview
B. Getting your Standard of Effectiveness for Office Traffic
    (Rounded to whole)   
1.   Add up the number of people you contacted for the first time        when they came to your office, or were brought there by a        poolee, etc. for the month.
2.   Add up the number of interviews you held after you "screened       out" the obviously unqualified.
3.   Divide the office traffic by the interviews.         EXAMPLE: 92 OT HANDLED/16 INTVWS = 6 OT F/1 INTVW       This is your standard. Enter it on line A-2 of your objectives       sheet. (Always round up.)
3 month average
OT F/1 Interview
C. Getting your Standard of Effectiveness for Area Canvassing
    (Rounded to whole)   
1.   Add up the number of contacts you made in your area.
2.   Add up the number of interviews you held as a direct result of a       "cold" canvass of your area.
3.   Divide the contacts by the interviews.         EXAMPLE: 175 CONTACTS/12 INTVWS = 15 AC F/1 INTVW       This is your standard. Enter it on line A-3 of your objectives       sheet. (Always round up.)
3 month average
OT F/1 Interview
D. Getting your Standard of Effectiveness for Home Visits
    (Rounded to whole)   
1.   Add up the number of home visits you made during the month.
2.   Add up the number of interviews you held as a direct result of        home visits for the month.
3.   Divide the contacts by the interviews.         EXAMPLE: 23 HV MADE/3 INTVWS = 8 HV F/1 INTVW       This is your standard. Enter it on line A-4 of your objectives       sheet. (Always round up.)
3 month average
OT F/1 Interview
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E. Getting your Business Percentage    
Total
1st MO.
2nd MO.
3rd MO.
1.   Divide the calls by the interviews from telephone activity by the        total number of interviews conducted during the month.         EXAMPLE: 34/65 = 53% (Always round up.)       This is your Business Percentage for TC. Enter it on line B-1 of        your objectives sheet.
3 month average
by TC
2.   Divide the number of interviews from OT activity by the        total number of interviews conducted during the month.         EXAMPLE: 16/65 = 25% (Always round up.)       This is your Business Percentage for OT. Enter it on line B-2 of        your objectives sheet.
3 month average
by OT
3.   Divide the number of interviews from AC activity by the        total number of interviews conducted during the month.         EXAMPLE: 12/65 = 19% (Always round up.)       This is your Business Percentage for AC. Enter it on line B-3 of        your objectives sheet.
3 month average
by AC
4.   Divide the number of interviews from HV activity by the        total number of interviews conducted during the month.         EXAMPLE: 3/65 = 5% (Always round up.)       This is your Business Percentage for HV. Enter it on line B-4 of        your objectives sheet.
3 month average
by HV
F. Getting your Closing Ratio (CR) (Rounded to 10th)    
1.   Add up all of your interviews. (TC/OT/AC/HV)
2.   Add up the total number of new working applicants.
3.   Divide the total number of interviews by the number of new       working applicants.         EXAMPLE: 65 INTVWS/21 NEW WKG APPL = CR OF 3.1:1       This is your CR. Enter it on line C of your objectives       sheet. (Always round up.)
3 month average
to 1
G. Getting your Sales Ratio (SR) (Rounded to 10th)    
1.   Add up all of your interviews. (TC/OT/AC/HV)
2.   Add up the contracts you wrote for the month.
3.   Divide the total number of interviews by the total number of       contracts written.         EXAMPLE: 65 INTVWS/6 CONTRACTS = SR OF 10.1:1       This is your SR. Enter it on line D of your objectives       sheet. (Always round up.)
3 month average
to 1
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